providing assistance to Black-oriented organizations. This latter prediction suggests that witnessing an act of moral excellence that elicits a state of elevation can weaken the negative relationship between SDO and donations to a Black-oriented charity. Accordingly, we test two additional hypotheses. The first is that witnessing an act of moral excellence increases Whites' willingness to donate money to a Black-oriented charity; the second is that this experience moderates the effect of SDO on donation behavior by attenuating the negative effect of SDO predicted in Hypothesis 1.
Overview of Studies
We tested our hypotheses in three studies involving undergraduate business students.
Study 1 examined the direct relationship between SDO and White participants' donations to a Black-oriented charity (i.e., The United Negro College Fund) to establish that SDO beliefs do indeed discourage Whites from assisting organizations that benefit Blacks. Study 2 used experimental methods to elicit a state of elevation and to test whether witnessing an act of uncommon moral excellence has both a direct effect on donation behavior and also moderates the relationship between SDO and donations. Study 3 investigated a rival explanation for the Study 2 findings by looking at whether SDO predicts donation preferences for a White-oriented charity and whether witnessing a morally virtuous exemplar would moderate this effect. Study samples were drawn from the same university and all studies utilized a common procedure and the same measures. Therefore, methods are thoroughly detailed for Study 1; thereafter only meaningful variations are described.
Study 1

Methods
Participants and Procedure
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Twenty-seven undergraduate business students from the University of Delaware participated in the study in exchange for course credit. All participants indicated that they were "White, Caucasian, Anglo, or European American, not Hispanic."
2 Sixty-three percent were male. Average age = 19.5 (SD = 3.9).
Participants completed study tasks at two points in time, which were separated by at least 24 hours. At time one, they completed an online survey. The survey included the SDO measure as well as demographic items and a variety of measures unrelated to this study. At time two, participants completed an in-lab study of "personal characteristics and decision making." This portion of the study included a social desirability measure and our dependent measure (donation to a Black-oriented charity). Participants were asked to provide a codeword of up to 10 digits when completing both surveys to allow us to match their responses.
Measures
Social dominance orientation (SDO). Pratto et al.'s (1994) 16-item instrument was used to assess SDO via the on-line survey. The instrument utilizes a 7-point Likert scale (1 = Very negative, 7 = Very positive) and asks respondents to indicate their attitudes toward various statements that reflect either support for group-based hierarchies (e.g., "Superior groups should dominate inferior groups," "It's okay if some groups have more of a chance in life than others") or the endorsement of hierarchy-attenuating goals (e.g., "Group equality should be our ideal,"
"No one group should dominate society"). Items were averaged to form a scale (α=.96). Higher scores reflect higher SDO.
To date, the majority of SDO studies have treated Pratto et al.'s (1994) (2000) argued that these factors are not only empirically distinct, but also show different relationships to outcomes like psychological wellbeing, ethnocentrism, and social policy attitudes. Consequently, to learn whether these separate ideological beliefs might have different effects on donation behavior and might also be influenced differently by witnessing a moral exemplar, the analyses we report were performed on both the total SDO score as well as on the two factors identified by Jost and Thompson (2000).
Cronbach's α for the GBD and OEQ subscales were .94 and .92, respectively.
Donation to charity.
We used a single organization to which participants would be given an opportunity to make an actual financial contribution to operationalize participants' willingness to help Blacks. Two criteria were used to select the organization. Namely, the organization needed to be: (1) unambiguously perceived by participants as Black-oriented, and (2) closely associated with a cause that participants would be likely to have some connection with. Based on these criteria, the United Negro College Fund (UNCF) was chosen. The UNCF is well-known, and has a long track record of supporting historically Black colleges. The UNCF also supports a large number of African-American college students, with whom our student participants should be able to empathize in terms of the substantial financial costs associated with higher education.
We measured donation to charity during the time two, in lab-survey by informing participants that they would have an opportunity to win money during the study. Specifically, a random drawing was to be conducted wherein they could win $25. Participants were told that they could choose to keep the money or donate some or all of it to UNCF. They were provided with a United Negro College Fund fact sheet that described the organization as "the nation's largest, oldest, and most comprehensive minority higher education assistance organization.
SDO, Moral Elevation, and Donation Behavior 13 UNCF provides operating funds ... for ... historically Black colleges and universities...and has distributed more funds to help minorities attend school than any entity outside of the government." The fact sheet also touted the organization's "60 years of excellence" and highlighted some of its accomplishments. After reading the fact sheet, participants were asked to indicate how much of the $25 they would like to donate to the UNCF if they were chosen as a winner of $25. They could choose one of four allocations for the money: (1) "$25 to me and $0 to the UNCF," (2) "$15 to me and $10 to the UNCF," (3) "$10 to me and $15 to the UNCF," and (4) "$0 to me and $25 to the UNCF." Study instructions made it clear to participants that any money allocated to the UNCF would actually be donated to the organization by the researchers.
We treated this measure as a continuous variable in our analysis ranging from 1 to 4 with higher numbers indicating larger donations to the Black-oriented charity.
(compassion) and "other-praising" (inspiration, admiration) and we found that it was these emotions, as well as views of humanity, that were influenced by the experimental manipulation.
This pattern of results is theoretically consistent with what would be expected if witnessing
examples of uncommon virtue do indeed produce emotional responses and changes in cognition, thus providing evidence for the internal validity of our study.
Our studies suggest that elevation is a promising construct for explaining prosocial behavior. According to Haidt (2003) , elevation akin to the feeling of awe that comes from exposure to certain kinds of beauty or perfection in nature (e.g., a sunset, the Grand Canyon).
But in the case of moral elevation, the experience of aesthetic appreciation for an uncommonly virtuous act can produce a social response that tends toward other-regarding action, something that we would not expect to occur from exposure to natural beauty. Future research should continue to empirically explore the consequences of elevation on other types of behaviors and also its ability to override other motivational constructs that might inhibit prosocial behavior.
A practical implication of our study is that charitable organizations may benefit from using techniques that will tend to elicit a state of elevation, irrespective of the characteristics of their prospective donors and beneficiaries. For example, utilizing an uplifting story in a direct mail solicitation or electronic newsletter may help to improve the associated response rate and average donation. Though this may seem like an intuitive finding, it runs counter to the typical fund raising pleas of many organizations, which tend to focus on need recognition and pulling the heartstrings. For example, a recent United Way campaign to support hurricane response and recovery stated: "Thousands of people were displaced and there has been hundreds of millions of dollars in damage to lives and property along the Gulf Coast...Your support is crucial in helping people recover and rebuild their lives, be more physically secure and emotionally stable and have SDO, Moral Elevation, and Donation Behavior 29 a community to call home" (United Way, 2006) . More poignantly, an appeal from World Vision, a relief and development organization asks: "How can a child who has lost his or her parents get food for an empty stomach or receive help getting to school? Who is there when they need a hug, feel scared, or need the assurance that Jesus loves them? You can be the answer to their prayer" (World Vision, 2006) . What these and myriad other examples have in common is a focus on making people recognize that a problem exists, thereby creating a negative state that can be alleviated by making a donation. Unfortunately, repeatedly hearing about human tragedy can result in "compassion fatigue" (Dvorkin, 2006; Thomas, 1999) , which people tend to cope with by avoiding stories about the needs of others or denying their existence. Obviously, such reactions are undesirable from a fundraiser's perspective, and unpleasant from the perspective of prospective donors. Thus, the expanded use of morally elevating appeals may benefit both parties involved in charitable exchanges.
Two limitations of our study qualify our discussion of practical implications. First, the studies were conducted in a laboratory setting using student participants, who are likely to be relatively less experienced in responding to charitable donation requests than the typical recipients of fundraising solicitations. Second, participants were offered only four possible donation amounts with a maximum amount ($25) that is lower than the minimum recommended gift listed on many donation solicitation forms. In terms of the former, the fact that college graduates and those with some college tend to earn higher incomes than those with less education (Day & Newberger, 2002) , and therefore represent the future generation of prime fundraising targets, provides some reason to believe that the experience of moral elevation would have similar, positive effects on donation behaviors in field settings. In terms of the latter, taking into account the proportion of a typical student's discretionary income represented by the SDO, Moral Elevation, and Donation Behavior 30 donation amounts used in the study suggests that the donation amounts used in our study are likely to be analogous to much higher amounts in field settings (e.g., $25 for a student may be equal to $100 for a young professional).
Although we believe that our findings are likely to apply outside of laboratory contexts, we recognize there is room for doubt. Therefore, future research involving a field experiment is needed to fully assess the extent to which our results are likely to translate into the real world of nonprofit fundraising. Such an experiment can be easily conducted within the pretext of a typical package testing program. As most successful direct marketers know, it is important to constantly refine direct marketing messages through an active testing program wherein different versions of a solicitation are compared against the current gold standard -i.e., the solicitation that has previously achieved the best results in terms of response rate and average donation. Thus, including a morally elevating solicitation, and testing it against the gold standard and alternative solicitations, should demonstrate the effectiveness of techniques that provide moral exemplars as a basis for motivating increased charitable giving.
Conclusion
Racial and ethnic inequalities in economic status, education, health and quality of life, and social justice persist in the United States (National Urban League, 2007) . Such disparities suggest an underlying inequality of opportunity that can be addressed by nonprofit, charitable organizations, many of which are likely to be associated with specific racial and ethnic beneficiary groups. To maximize their available resources, such organizations need to attract support from individuals outside their recipients' group(s). The use of moral exemplarssituations that depict unexpected acts of human goodness, kindness, and compassion -in SDO, Moral Elevation, and Donation Behavior 31 donation solicitations promises to help accomplish this objective. By so doing, the moral elevation of individuals may elevate all Americans toward greater equality of opportunity. 
